Barossa Valley Estate Campaign 


Radical Candor Self Assessment 


SELL IN 


Did you talk about the Out of Home campaign and marketing investment? 


oN g 


Did you analyse the store performance and history with BVE? 


N] 


Did you clearly explain the Profit Story and adapt to different DiSC styles? 


K 


Did you present testimonials of success in similar stores? 


Is] 


Did you share the suite of POS options available to support? 


Bs] 


Did you Pre-Sell the opportunity including display space? 


SELL THROUGH 


Are we in the best shelf position and/or double faced? 
Is our display in the best position to create an impact on consumers? 
Is our display fully merchandised with gift bags, neck collars, and all available POS? 


Have you trained the staff on our brand and created Advocacy in store? 
Have you addressed any compliance issues with what was agreed in the Pre-Sell? 
Have you booked a tasting if this is an appropriate store for this? 


Have you leveraged Banner Activity for upcoming promotions and communicated this 
to the store? 


K 


Have you topped up all displays with stock and refreshed POS as it diminishes? 


N 


Have you locked in a further display over November/ December to pull through any 
August stock? 


OTHER 


Can the staff in the store talk to customers about the brand - features and benefits? 
For Integrated venues have you also secured activity in the On Premise? 
Have you posted in Celebrating Success? 


Barossa Valley Estate Campaign 


Reflections 


Score out of 18: 18 


NEXT STEPS 


